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Tel ephone Deposition on oral exam nation of
Ni cholas D. Principino, reported by Laura S.
DeCillis, Certified Court Reporter and Notary
Public in and for the State of South Carolina;
sai d deposition taken, via telephonic conference,
with counsel attending fromtheir respective
offices and the witness attending, via telephonic
conference, on Tuesday, the 29th day of July 2014,
scheduled for 1:30 p.m and commencing at the hour
of 1:25 p. m
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It is agreed and stipul ated by the

deponent and respective counsel that the
readi ng and signing of the deposition by
t he deponent is expressly waived.
VHEREUPON:
Ni chol as D. Principino, being duly
sworn and cautioned to tell the truth,
t he whole truth and not hing but the
truth, testified as foll ows:
MR. PRINGLE: Okay. We're on the
record. M. Principino, nmy nane is Jack
Pringle. And before | get started with the
I ntroductions and sone ground rules, |I'm
going to just identify this deposition and
mention that this is a tel ephone deposition
i n docket number 2014-189-T, the deposition
of M. Nick Principino, that's being taken
pursuant to a notice of deposition that's
been filed in this docket and served on all
of the parties.
EXAM NATI ON BY MR. PRI NGLE:

Q. You've already done a little bit of
this, but let me just take you through this again.
Can you just state your full name and business

address for the record?

GARBER REPORTING SERVICE
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A. Sure. M nane is Nicholas David
Princi pino and the business address is 36 WIIliam
Pope. And the -- I'"'msorry. Did you say that you

want ed t he phone number?

Q. No, no. Just your business address.

A. Okay. 36 WIIliam Pope Drive, Suite 203,
Bl uffton, South Carolina, 299009.

Q. Okay. And by whom are you enpl oyed and
I n what capacity?

A. ' ma self-enpl oyed broker and | work
under the flag of Keller WIIlians.

Q. And when you say broker, what kind of
broker is that?

A. |"ma real estate broker.

Q. Okay. And what kind of real estate do
you broker?

A. Mostly residential honmes, but | do sone
busi nesses and | do some commerci al .

Q. Okay. And with respect to your
residential honme brokering, do you have a
particular area in which you work or focus? O
tell me alittle bit about that.

A. Sure. Most of ny residential is in
Beaufort County, | do have a little in Jasper

County. And, on occasion, | will sell hones here

GARBER REPORTING SERVICE
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I n Beaufort and possibly help them find hones up
in the Rock Hill area of South Carolina.

Q. Okay. The Rock Hill area? OCkay.
Before we get into sonme of that particular
i nformation, | nmentioned the nanme First City
Transport d/b/a Two Men and a Truck. Are you
enpl oyed by that conpany?

A. No, sir.

Q. Have you ever been enpl oyed by that
conmpany?

A. No, sir.

Q. Are you being paid to give this
deposition by that conpany or anybody el se?

A. No, sir.

Q. Are you being conpensated in any way for

giving this deposition?
A. No, sir.

Q. Okay. Well, let's talk alittle bit
about your work as a broker. How |ong have you
been in the, what I'lIl call, the brokerage
busi ness?

A. Here in South Carolina, since 206/207.
Q. Okay. 2006 and 20077
A Yes.
Q. Okay.

GARBER REPORTING SERVICE
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A. 206 and early seven, yeah.

Q. Okay. And prior to doing real estate
br okerage work in South Carolina, did you do rea
estate brokerage work el sewhere?

A. Not officially under a broker or
| i censed position. | had a distribution business
I n western New York and we covered basically al
of western New York from Buffalo to Syracuse down
to Jamest own and Cornell.

Q. Okay. But follow ng that business, you
noved down to South Carolina to do real estate
br oker age?

A. Exactly.

Q. Okay. Have you obtained or do you hold

any particular licenses in connection with that?

A. As a broker?

Q. Ri ght .

A. Yes. In the state of South Carolina,
you're required to be a |licensed agent and/or, in

Page 7

nmy case, a licensed broker. And I'malso |licensed

as a realtor with the National Association of
Real tors.

Q. Okay. So you're a licensed realtor and
a |licensed broker?

A. Yes, Sir.
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Q. So when you got down here and you began,
did you begin doing real estate services or
performng real estate services when you noved to
Sout h Carolina?

A. Pretty nuch. When we noved down here, a
friend of mne was with another conpany and |
decided to go in and get ny license. He's since
went back honme north, but I got ny license. And
then, like |I said, I went with Keller WIIlians as
the flag conpany.

Q. Okay. And so tell nme a little bit about
what your experience has been. And | presune that
t hat was when you cane here in 2006, early 2007,

t hat you were set up in Beaufort County?

A. Yes. | lived in Beaufort County, that
IS correct.

Q. Okay. So tell nme about what you do day
to day in your brokerage business.

A. Okay. Mbst of what we do today is, and
where |I'mat right now, is what we call | ead
generation. So, for the nost part, our website
and everything that we -- all our transactions and
all the data they do is finding listings and the
| eads for buyers. So that's the majority of what

we do today.
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Most of us have a part tinme or full tinme

assi stant that takes care of the adm nistrative

work as far as posting the different properties on

sites, turn around and making up the flyers and

t he wi ndow banners and nost of the getting out the

hard copy information and listing agreenents to

t he buyers and sellers.

Q. Okay. And so wi thout, you know,
certainly w thout disclosing anything that's
proprietary to Keller WIllians or otherw se, you
know, sort of conpetitive business information,

t ake me through begi nning when you started. And
did you start with Keller Wllians in 2007 or when
you got here?

A. | did. No. As soon as | got out of --
| graduated, | got out of school and | passed ny
exam a friend of mne that was also in the class,
actually his wife was with Keller WIllianms and so
he introduced ne to Keller WIIlians.

| interviewed with about four or five
firms and | picked them because | felt they were,
in my opinion, they were the nost know edgeabl e
and had the best educational system K W
Uni versity is absolutely phenonmenal, their program

about real estate. And | wanted to be on the fast
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track to make sure that | would be able to

represent nyself in the highest professional

manner and | wanted to be -- within the first

year, | wanted to be able to have the know edge

t hat maybe sonebody el se that had been out there

for, you know, 20, 25 years had, and | found that
with Keller WIIlians.

Q. Okay. And so follow ng your obtaining
the license and going to work with Keller
WIllianms, did you in 2007 start, as you say, you
know, finding listings and | eads for buyers and
hel pi ng buyers find homes?

A. Yes, | did.

Q. Okay. Describe to ne a little bit about
that -- again, without telling ne anything that's
proprietary -- your experience and history wth,
say, you know, the nunber of |eads and how nuch
busi ness or what the residential real estate
mar ket has been |ike over your tenure with Keller
WIIlians.

A. Okay. Sure. Well, when | entered the
mar ket, the good and the bad of it was, it was
a -- everything was starting to bubble out. The
bubbl e was popping and things were starting to get

into a very -- a downward spiral.
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The good news with that was, it all owed
ne to spend nore tine to get nore education in and
take nore classes. |In fact, actually, today, |
teach those classes. But what we call -- it's
cal |l ed Regeneration 36-12-3, and we al so had
anot her one called 443. And it just taught agents
and brokers how to get listings and sales in three
to six nonths and get a, again, fast track on it.
So | did nost of that in the beginning.
And ny | ead generation was through a, just a
regular site that | had set up and then it evol ved
into today's actual |ead generation site, and
that's coupled with different prograns from
trulyatzill owealtor.com a market reader that
actually filtrates those buyers to ny site.

Q. Okay. Well, you nentioned what has
become fairly well known now about the bubble and
t he downward spiral.

A. Uh- huh.

Q. Tell me a little bit about how that
translated, say -- and let's just take a coupl e of
di screte years, 2007 and 2008 -- what did that
mean, in your experience, what the real estate
mar ket was |like in your bailiwck?

A. Sure, sure. At that time, K W here
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probably had only about 35 agents. Mbst of the
offices were closing up fromour conpetitors. So
I f they had three or four offices, they were
combi ni ng down to one. And we probably -- I'm
going to say there was about maybe twelve to 1400
agents in Beaufort County at that tine and it had
dwi ndl ed, probably over the next couple of years,
ei ght and nine, it probably dw ndl ed down by maybe
800.

So a ot of people had left the industry
because it was tough. Especially those that were
in it just, you know, to di bble dabble. If we
were in it full time, then you, obviously, pursued
and kept the -- stayed the course and, you know,
just kept doing what you had to go through
regeneration. But it was rough. It was rough out
t here.

Q. Well, you nentioned that one sign or
signal that the market was not good or the nunber,
t he dw ndling nunber of agents, can you
characterize at all what that neant in terns of
t he nunber of listings or pricing in the market,
how t hat translated into, you know, how many
houses were bei ng bought and sold, for exanple?

A. Sure, sure. | don't have that exact

GARBER REPORTING SERVICE
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nunber here, and if you require it, | could go
back and get that data. But | would say that the
mar ket was down by about, at that time, about 35
percent in both sales listings across the board.
And, of course, the price of the homes had dropped
drastically, in some cases as nuch as 50 percent.

So you would find, prior to that, a hone
in a high-end, gated community m ght be going for,
you know, $900,000 and after the crash they were
goi ng for about 450.

Q. Okay.

A. So it was pretty drastic.

Q. And when you say down 35 percent, it's
35 percent, if you know just generally, off of
what ?

A. Of of, I"'mgoing to say, the height of
| i stings and sal es which woul d have been probably
206, the mddle -- up to about the m ddle of 207,
and then you could start to see things start to
runble. And then again, like I said, in eight is
when the real big kick cane in.

Q. Okay. Well, bring us forward w t hout
necessarily going year by year from 2008 to the
present time, give nme just a general

characterization of what's happened in the real
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estate market since -- well, let ne ask you this.
Did it bottom out?

A. We believe it did. Each market is a
little bit different, so it -- real estate is
definitely local. You could go to sone of your
metro markets, Washington, D.C., for exanple,
friends of mne up there, and we follow all those
mar ket s, even Charlotte. You'll find that naybe
they did or did not recover as fast.

Usual Iy, your metro areas where they do
have rel ocation prograns and infrastructure in
busi nesses did cone back quite a bit. | would say
Washi ngton is probably up maybe -- oh, they're
probably up maybe 10, 12 percent.

An area like Hlton Head where it's nore
retirement and resorts and second hone
communities, we're probably in sone areas just
flattening out to where we m ght be up one or two
points. |If you get into the retirenent
communities like Sun City here in Beaufort County,
' mgoing to say their hone pricing from|last year
to this year is up anywhere between five to nine
percent.

So, again, everything is localized and

then there's markets within the narkets. Qur
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submar kets would be, Sun City is a retirenent
community. And then if you look at Hilton Head
where it m ght be nore resorty, those condos and
so forth are just getting back to where | can say
they're up a couple of points from where they were
two or three years ago. Alnost to the point
where, not quite, but |'d say they're getting to
be where they're only about 10 percent below their
hei ght. \Where a condo nmay have been 450, 500,

t hey may be getting up into the high three' s/|ow
four's by now.

Q. Okay. So what do those trends that
you' ve descri bed nmean for the nunbers of people
t hat are buying and selling homes that you're
aware of?

A. Well, obviously, fromthe down -- well,
| take it back. Fromthe upside, when the --
before the bubble, it was very, very active
purchasing. |In fact, the inventory was al nost
zero and people were basically would | ook at a
house and buy it and that would be it. So it was
a very robust narket.

When the bubbl e popped, it was obviously
just the opposite. Listings all over,

foreclosures all over the place, no one buying.
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And the econom ¢ vacuum that was occurring because
of people that were once selling their homes up
north for, you know, seven, $800, 000 that they had
pur chased, you know, twenty years ago for 200 and
had what | used to call the funny noney, that was
gone. Those honmes now sit, they couldn't sell
them That had stopped up there so they didn't
have the huge revenues to cone down here. And a

| ot of the retirenent packages started to dw ndle
so what they were buying were smaller units and
they did not -- so the buying power was not as
great .

As we got through some of that and as
the market started to get better, as | said, like
i n WAshi ngton or up in Boston or whatever, and now
they started to be able to get a better value for
their hone. O as the econom c picture got a
little nmore clear for some of the retirenents, a
| ot of the people that wanted to retire nmaybe at
60 had to wait till 65, now that has occurred, we
saw the market slowy conme back. And as it's cone
back now, even here in Hilton Head, we're starting
to see robust sales again and we're starting to
see, again, a decline in inventory which, of

course, is going to create a supply and demand
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feature which will make the prices go up.
So we have been very -- it's been very
favorabl e and we've gotten quite a few people
t hroughout the state and out of state up north
com ng down to buy hones again.

Q. Okay. So tell nme about --

A. It's been a really good transition.

Q. Yeah. And so tell me about, in your
knowl edge and experi ence, about what you know
about fol ks that you've hel ped or you've contacted
t hat are noving around South Carolina, you know
fromone place in South Carolina to the other.

A. Sure. Well, being with -- one of the
ni ce things about being with a national firmlike
Keller Wllianms -- and I'l|l put our plug in.

We're the |argest real estate conpany in the world
and with 100,000 agents -- one nice thing is
there's a lot of referrals going back and forth,
so we are constantly talking to Greenville,

Col unbia, Rock Hill. W're country talking to
Charl eston, whichis -- I'Il be honest with you.
That market right there is really hot because of
the infrastructure with the tech fields and the
medi cal fields that have come in.

So we're talking with other agents. In
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fact, before you called me, | just got a referral
froman agent up in Charleston and a fellow is
com ng down to purchase sonething here and want ed
to move from Charl eston down.

So we get themthrough within the state
and, obviously, fromout of state. And, fromtime
to tine, even nyself will buy and sell hones just
within the communities where we have a -- | m ght
have a person sell from Sun City and out of Sun
City to another comunity or vice versa. |'ve had
them the other day where we sold a property in Sun
City and he wanted ne to represent himup in Fort
MIl. So it's not only through the state, but
al so throughout the county and it al so goes from
I nt erstates.

Q. Okay. Do you ever have occasion in
providing real estate services and hel pi ng fol ks
buy homes to recomend noving conpani es or have

any input with noving conpani es?

A. Yes. Sonetinmes when it cones to
recommendi ng them our office generally -- we try
to give several conpanies. |If they're |ooking for
an accounting firm several nanmes of firms. |If

they're | ooking for painters, the sanme thing. W

try to give them several so they can interview
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t hem and they can, you know, pick and choose as
their wil.
But to go back to it, often |I get
I nvolved with, either fromny side or fromthe
ot her side where we have to have sonebody nobve out
so we can nove in. So, yeah, we do end up dealing
wi th noving conpani es.

Q. Okay. Have you ever had any instances,
for exanple, where your clients indicated that
t hey were unable to get a nove on a short-term
basis or on a weekend or in a pinch?

A. Uh- huh. Actually, |I've had a few of
them And the | ast one happened about, oh, golly,
" mwant to say about two weeks ago and we were
actually representing the buyer and the seller was
selling their home, believe it or not, in Sun City
and nmoving locally here. And they had to get out
so we could get in, and they had a maj or problem
getting a nover and | guess the nover that they
had hired ran into sone snags or problens and
couldn't get there and actually neet their
deadlines and it had to be postponed for two or
t hree days until they could find sonebody el se.

So it presented a little bit of a problem because

t he buyers obviously came down the, you know --
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t hey wanted to nove into the house they just

bought .
Q. Yeah.
A. So we had to work with the | ocal

attorneys and with the buyer and seller to make
accommodations to kind of put everything for
everybody in storage and get sone short-term roons
at the |l ocal hotel and so forth. So, yeah, it
presented a little bit of a snag not having -- or
bei ng able to get that nove done properly.

Q. Okay. Well, based on what you've told
me in your experience in the real estate business
and the robust sales and decline in inventory and
t he construction of various residenti al
devel opments |ike Sun City and condos and your
knowl edge of people nmoving from place to place
wi thin South Carolina, do you think that the
mar ket coul d support another nover with statew de
i ntrastate authority?

A. | do. And, basically, because we have
heard from our clients that when they're trying to
get a nover in, it's -- the scheduling has been
very difficult for them because we are getting
into a nmuch nmore robust econony and our sales are

starting to pick up. And as we grow and our sales
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pick up, it is becom ng -- to coordi nate sonebody
novi ng out at the proper tinme is becom ng nore of
a chal |l enge.

Q. Okay. That's all the questions that I
have. Pl ease answer any questions M. Bateman nmay
have for you.

EXAM NATI ON
BY MR. BATEMAN:

Q. Good afternoon, M. Principino. How are
you doi ng?

A. Good, M. Bateman. And yourself?

Q. | " mdoing well, thank you. |'ve got
just a few questions. | think some of the
gquestions | have are probably pretty simlar to
some of the questions that M. Pringle asked you
earlier. But, if you don't mnd, just sort of
reiterating some of what you've probably already
gone through a bit.

A. Sur e.

Q. Have you appeared before the South
Carolina Public Service Comm ssion before?

A. No, sir.

Q. What about anot her state Conm ssion?

A. No, sir.

Q. All right. And | think you probably
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went over this a bit, but how | ong have you been

enpl oyed in your current position in real estate

I n South Carolina?

A. Sure. Like |l said, I'ma self-enployed
broker and | believe ny classes were at the end of
'06 and then the actual test |icenses at the
begi nning of '"07. So from'O07 till now.

Q. And you nentioned that you noved down

fromupstate New York to South Carolina; was that

correct?

A. That's correct. From Rochester, New
Yor k.

Q. And how | ong was that? How | ong have

you lived in South Carolina?

A. Si nce ' 06.

Q. Okay. And if you don't mnd, just
briefly because | think you've gone through it
pretty extensively, but tell me about your
knowl edge of the househol d good noving industry in
Sout h Carolina.

A. Sure, sure. Fromny position as a
realtor and a broker, you know, buying and selling
honmes is what we do and, obviously, every tine we
do a deal, and we're very bl essed that the

business is starting to make a very, very good,
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positive, strong coneback. But with that said,
obvi ously, everyone has to nove properties in and
properties out of the hone after the sale. So
it's quite inperative that we're able to have easy
access and enough sufficient access to get people
to be able to nove into the next chapter.

Q. Sure. And | think you may have all uded
to this a bit earlier, but how often are you
asked, or are you asked to refer noving conpanies

to clients?

A. ' mgoing to say probably the average
agent -- I'mgoing to say it's probably just about
maybe 20, 25 percent of the tinme. Well, let ne

put it this way. From ny experience, that's about
it. Again, | find that a | ot of people that I
deal with are, you know, nore of a professional
that are ol der, they've done sone other nobves, so
t hey know enough to, you know, search it out

t hemsel ves. But we have been asked fromtinme to
time.

Q. And woul d you say, 25 percent of the
time, how many tinmes a week or a nonth or -- if
you had to sort of quantify that that way, how
many tinmes would that be?

A. Oh, boy. For ne as an agent, this
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nmonth, | think | had -- | think I only had |ike
t hree.
Q. Ckay.
A. But there's 1,200 agents so | don't know

If you can legitimately say you nultiple that
times that or not. | mean, you'd have to survey
each individual agent. Sonme agents may be in a
field where there's nmuch nore of a requirenment for
that, others like no. |If it's local, if you're
doing nore local, | would say you' d probably have
a hi gher count.

Q. Sure. And when you're asked, do you
mai ntain a referral |ist of nobving conpani es that
you sort of | ook at, or how do you go about that?

A. Usual Iy, the office has several in every
area. So if sonmeone is |ooking for a handyman or
| awn mai nt enance or a nover or a law firmor an
accounting firm we usually have several that we
wll recommend to them And then that way, they
can interview them and they ask choose from
t here.

Q. Okay. Now, how do you all choose the
novi ng conpany that you refer to people to? Is it
at randomor is there some systemto it?

A. No. It's usually -- for nyself, okay?
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| usually Iike people that | can rely on that
we' ve used or have had a good reputation that's
been used in the past. But | know there's a ton
of great attorneys out there and there are great
accountants so | can't give themall thousand
nanmes. So it's usually people that we have dealt
with in the area and it makes -- and that's shown
us a good track record.

Q. Okay. And if First City Transport d/b/a
Two Men and a Truck received a certificate, wll
it be on the list of conpanies that you
recommend?

A. Sure. \What | would probably say, |I'd
| ove to have them conme in, put a presentation on
at our office here -- we're up to 135 agents
now -- and put a presentation on and show us what
t hey have. And then, of course, not know ng
anyt hi ng about them we'd have to sone, you know
-- at sonme point, you draw a |line and you've got

to take a chance a try themout and if they're

good and they're conpetitive, they'|l|l do very,
very wel | .
Q. And did you know t he conpany owners or

enpl oyees before you were asked to testify?
A. | do not and did not.
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Q. Okay. And have you heard any conpl aints
about a conpany?
A. | have not. But, to ny know edge,
they're not in this area so | would have no --
woul d have no way of know ng any of that.
Q. Al right, M. Principino, | believe
that's all the questions | have for you. Thank

you, very much.

A. You're very wel conme, M. Bateman
MR. PRINGLE: And | don't have any
redirect for you, so |l think I'"lIl let the

court reporter sort of bring things to a
close. But | appreciate you taking the tine
to talk to us this afternoon.
THE WTNESS: It was ny pleasure,
M. Pringle.
(The taking of the deposition concluded
at 2:03 p.m)
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CERTI FI CATE OF REPORTER

|, Laura S. DeCillis, Certified Court
Reporter and Notary Public for the State of South
Carolina at Large, do hereby certify:

That the foregoing deposition was taken
before me on the date and at the tinme and | ocation
stated on Page 1 of this transcript; that the
deponent was duly sworn to testify to the truth,

t he whole truth and nothing but the truth; that
the testinmony of the deponent and all objections
made at the time of the exam nation were recorded
stenographically by me and were thereafter
transcri bed; that the foregoing deposition as
typed is a true, accurate and conplete record of
the testinmony of the deponent and of al
objections made at the time of the exam nation to
the best of ny ability.

| further certify that | am neither
related to nor counsel for any party to the cause
pending or interested in the events thereof.

| further certify that the original of
said transcript shall be hereafter seal ed and
delivered to JOHN J. PRINGLE, JR., ESQUI RE, Adans
& Reese, LLP, 1501 Main Street, Fifth Floor,

Col umbi a, South Carolina, 29201, and that this
original transcript shall be retained by the above
party, who shall be responsible for filing sane
with the court prior to trial or any hearing which
m ght result in a final order on any issue.

W tness ny hand, | have hereunto affi xed
my official seal this 1st day of August 2014, at
Col unmbi a, Richland County, South Caroli na.

Laura S. DeCillis,

Certified Court Reporter

State of South Carolina at Large
My Conmi ssi on expires

August 10, 2015
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